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ABSTRACT OF THE DISCLOSURE 



A systeiss and process to administer an incentive award 
program through the u&* of a sero-Hnut credit instrument. 
The present: invention allows incentive program Participants 
to hake advantage or! any incs;nHv« progs-am earnings as a 
prepayment to tneir card accounts. There is therefore no 
up-f;:ont credit, liability for eitnar ti^ra pa c r. ierpar-l , or * he 
.incentive program administrator. The Participants in the 
incentive program are issued (120-126) a credit car a account 
with a sere credit .11 hi it. Upon the rewarding ot earnings 
<?0) it; the incentive program, a monetary payment is issued 
(72) ho the Participant's? credit card account. whi le the 
recount's credit lirr.it remains «t aero, purchases may 
be rr.ade by author iaing purchase transactions against an 
o u t s t a n d I ft g p o a i t L v e b a 1 a n c e o n t h e a c c o u n t . S u c h 
authorisation then temporarily lowers the outstanding 
balance until settlement and posting oi the purchase 
transaction into the Participant's account, which then 
permanently downgrades; the outstanding balance, This 
purchase transaction is effectively paid for by the pre-paid 
positive balance created (72) jr. the Participant's account 
by the incentive program administrator. 
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BACKGROUND OF THE INVENTION 

I o He x e t o f o fe in c e n t i ve c o :np a a i e s h a v e con!:rs c t e d v i t h a 

sponsor in<j company ror providi xsg an incentive program to 
promote J: he sales ot: the sponsoring company's products or 
services, ox to improve the performance of the sponsoring 
ccinpajaiss' p«?rsoane i , The products or services picketed 

L5 might hi-ve been of a specific nature, such as certain 

s^odei product, ox have been broader., such as a tixl'i produce 
line of the sponsor, 

T^e usual Participants in such incentive programs 
comprise the sponsox'a employees, the sponsor 1 ?; customers 

20 and their employees, and/or independent confer act o x <; for the 
company's products or services or the end consumer who 
ultimately purchases the company's products or services. 
Kvj'os are es t abl i shed in order f;n the Participants co earn 
awards under the programs. These rules vary depending upon 

25 what, the sponsor hapas so achieve. Typically.. v;:ith such 
programs, a certain cot active or go a i Is established for 
each Participant. These goals or objectives cars vary 
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depend i nq upon the selection of the sponsoring company. The 
Pari; icip i-. nt ' s goal tnsy be based on a certain perceatsgo 
increase over that Participant *s performance during the 
previous: > r aai , for example > Or !;he goal may be simply ?:o 
S buy or sell as many units of a certain product as possible, 
regard.less of the previous year's or previous rime period's 
performance <, 

Usually a certain number of points ore awarded to the 
Participant: under the rules for the Participant's purchasing 
1.0 or ss-Il.ing a di-.-siqn.ated dollar volume or quantity of 

products or services. If the Participant accurtas 1 a fees a 
predesignated auosba;: of points dur ;.ng a cet'tajw t i.n-e period, 
then the Participant i« enabled to acquire an award. in 
i^any cases, the value of the award or swards increases v.'ith 
^3 the number of points ace urea: 1 ated , In the past, such awards 
nave included converting the points earned to a dollar 
araount according to a ::or?;;ula. The dollars are then used to 
purchase merchandise shown in the incentive corapsny's 
cats Icq, or to earn a paid trip for the Participant and 
20 perhaps a certain number of. camily members to a vacation 

spot such as Hawaii or Florida- In some cases, tne points 
are converted to a direct cash payment to the Participant at 
either the cu irri.inai;iors of: the period or the program. 
Such incentive proo r suns have utilised cojnputst 
25 programming and data processing to report, to the 

Participants the nurober of points that have been achieved at 
certain periods during the prog-ran-, end to advise how many 
snore points tne Participant needs to qualify lor certain 
merchandise purchases or for the vacation goal. 
3& The incentive programs he retro fore known havo had a 

number oi" drawbacks. There s::e two kinds of. incentive 
marketing programs that utilize an award of me r oh and i se . la 
sorae instances, an incentive company will employ a 
cotno.i nat. ion or both kinds in the distribution ol 
35 merchandise. with one kind, the incentive company has its 



own warehousing facilities to store the rmarchandise. The 
incentive company buys the rcecchan&i se from msnut scturers ot 
diot ribntors , and stocks its warehouses with the 
merchandise > The incentive company has catalogs prepared 
5 which show the merchandise stocked by the incentive 
company. if & rsc. loipaftt qualifies Cos: an award of 
merchandise, the Participant is limited to the merchandise 
shown in the catalog. The items ot merchandise which can he 
ordered through the cataicq depend on the amount or points; 

10 achieved by the Participant. Hence .5 Participant who has 
sarned mor.e points under the incentive progt.sm can order 
more expensive merchandise, or more items of merchandise , 
than one having a iesssr accumulation of incentive points, 
within certain limits. 

13 This w-nrehous sog has the disadvantage oV. tying up the 

incentive company's ;noney in Use inventory stockpile. This 
money is: not drawing interest sn6 is not fceinc used whihb 
toe Inventory sits in the we rehouse- Incentive companies 
can over est inxate the amount of total achxevejrent of the 

20 Participants under the various incentive programs xt is 
providing, in which case the amount ot merchandise to be 
ordeied is iesjs than expected, resulting in an overstocking 
of. merchandise- This exacerbates the inventory drain since 
the ;pe rohsndi.se sits xn the warehouse tor. even a longer 

25 time. in fact, because or such a long duration or being 

stockpiled, sortie ot the rsiercnandxse may have to be sold on 
the general market in order to become rid of it. 

I f on the other hand the i ncent i v« company 
underestimates the total performance oti Pa tt icipants- in its; 

3° incentive y r on r ams . then it may be understocKed in the itrats 
of rsiercbantixse requested- This delays sh.ipme.nc and dei ivory 
of the requested merchandise, causing the Participant: 
aggravation and dissatisfaction with the sponsor and the 
incentive company. Moreover, since these later purchases 
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may not be in bulk, or because o£ pries increases, the cost 
to the incenuv« company can be escalated above initial 

Another problem with such warehousing :1s that in order 
5 to counts i- problems oi excessive inventory and to 
continually hisve merchandise readily aval S able, the 
incentive companies tend to stock rsar.y c£ the san;e items 
year arter year. The Participants become bored with having 
the same old merehand:! se choices, or a selection with liutie 

I o v ariaty, Accord! ng I y , P a r t i c 1. p a n t. s h a v e 1 i t t i e rt-o t i. v a t i n 
to achieve an award in which they have little interest. 
Additionally, after the Participants acquire a certain 
number of the merchandise items through prior programs, they 
have no use tor more of: the same wnen the merchandise is 

15 again orfeted later, wi?:h such a warehousing system, the 

incentive company is motivated to buy merchandise m bulk in 
or dei to get better cost, breaks, Fu it her mo re, in order to 
better rcove any one item ot merchandise inventory betrer and 
to keep track of inventory niore easily, the Incentive 

20 companies are encouraged ko limit the number, of items 
available. This also leads to stocking the satr-e old 
merchandise over long rime periods, which results in the 
Participants raving the same boring choices over the ysars 
and becoming jaded after, a certain degree or exposure to the 

25 incentive programs. 

Other disadvantages are i.hat the incentive company has 
to properly maintain warehouse conditions, such as 
temperature and humidity, to preserve the merchant!! se , a:-: 
w::li as taste precautions to prevent theft or tire, 

3a Accomreodsti ens to receive the goods, xrack or srrsMs thos:, 
as wis 11 as record their location, their entry and departure, 
are also needed. Some incentive companies have also found 
it desirable to maintain a number or warehouses throughout 
the country tor better distribution. 
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The incentive programs which award paid trips also have 
drawbacks. One pr osiers is that; there is usually only one 
vacation spot to select frost; if the goal is met, I ti some 
cases, Participants in one geographical area, such as in the 
5 eastern half at the U.S., are awarded a trip to a spot »n 

Florida, for example, while those in the western half of the 
U.S. «re awarded a vacation to a different spot such as 
nawali. However, each Participant is limited to choosing 
only otw vacation spot. If: r.he Participants have been to 

1® trxe sarsa area previously, in many instances they have little 
or no interest in returning once again. They additionally 
may have no interest: in the vacation spot, for whatever 
reason which nay include family limitations, pare lack or 
interest, or medical problems. There are also the 

IS inconveniences ot: travel arrangements and the psychological 
stress associated with traveling from a familiar environment 
r.o an unfa mil iar one. These shortcomings all militate 
against motivating the Participant to achieve. 

Finally, some incentive programs have awarded a flat: 

20 payment of cash to the Participants for attaining a certain 
9 o a 1 . T his type of program has t h e d i s a d v a n t a g e of t h e 
•sward not effectively bringing the sponsor's identity to the 
Participant's attention. Once the cash :1s paid, there is 
little to trigger the Participant's memory to recall the 

25 sponsor's identity. 

In contrast, with either merchandise purchases or a 
v a c a t i o n 1 1 i p , the me r c h a n d i s e itself o r t h e P a r t :l. c i. pant' s 
memory of the vacation stimulates recollection of the 
sponsor, thus reinforcing favorable thoughts toward the 

30 sponsor. 

With incentive programs her etc Sore, the incentive 
companies have earned income from the sponsor client through 
general fees paid oy the client to the incentive company. 
Many oi: the problems; associated with the incentive 
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programs as described hereinabove have been rolvrf by mre 
recent prior art incentive 3 ward programs which utilise 
either a credit card or rabbit caret which is issued to the 
?ar t ie I pant , For example, one such prior art process 
5 requires the issuance of a traditional credit card to each 
incentive program Participant;. The Participant's cardholde 
account is assigned a credit; limit; which is based upon the 
Participant's past: credit history- Earnings which are 
accumulated in the incentive award prog ran are then used to 

13 "tloat" this credit i.imit up to the level of the 

Participant's assigned credit limit plus any available 
nan--- redeemed earnings. The Participant may then use ;:he 
credit card to make purchases at any rserchant. honoring the 
credit, card. These purchases will then downgrade the skiom 

15 of available credit on the cardholder account. After 

settlement and posting of these purchase transactions into 
the cardholder's account., the incentive program's, 
administrator may make a payment to the cardholder's accoun 
leased upon charge asnounts and any available program 

20 earnings. The Participant/cardholder is then responsible 
tor any outstanding balances above the amount: paid by the 
ince-ot Lve program administrator. He may choose to pay this 
amount or allow the balance to revolve, thereby accruing 
interest charges until paid. 

23 In the system as just described, points earned by the 

Participant in the incentive program are not converted to 
dollars untli purchases are posted to the cardholder's 
account. At that time any available points are converted 
;:-:; dollars and the incentive program administrator ffskeii a 

30 payment to the c ted is card Issues: (i.e. the bank chat iysue 
the credit card). Under such a scenario, tne incentive 
prog rani admi nistr sior retains the money earned through the 
incentive program until such time as the program Parr.ioipan 
makes a purchase with his credit card. This system has the 
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mots; complicated feature that: the incentive program 
administrate?, reust keep track of points earned through the 
incentive program and then convert these points to dollars 
only when and in the Participant snakes a purchase with the 
5 credit card. There is; a significant amours!: of 

administrative overhead with the point tracking and doLisr 
conversion processes. Anothec compiiear. ion of tr. is system 
is that the participant's credit history must be reviewed in 
orde?: to determine their credit Line. Although this sysceia 

IQ still Guarantees a credit card account tor each participant 
Catbeit with a low credit line for Participants; with poor 
credit), sof«e clients have an aversion to putting nil of the 
participants through a credit review process. 

A third prior art incentive award program uses either a 

IS debit card or a purchase card product. Such sysceiss usu« t ly 
feature a i raited use funct i ona lity f i.e. the card is 
Is mi ted to a very select group of retainers and/or service 
providers. The incentive program administ i ate r. or the 
sponsor underwrites the credit liability and as a result is 

20 issued the master cardholder's account. Upon earning swards 
in the incentive progxare, the Participant is then issued a 
sub- account ot the master account. The spending Ismit is 
e s t a b i i s he d as; the Pa c t i o i p a n t ' s a v a i. I a b 1 e earn i n g s in t h o 
program. The Participant may then use this limit to rusks 

'-3 purchases utilizing the card. These purchases will the*; 
downgrade the spending limit on the cardholders 
sub-account. The incentive, program sd:nini st r.stor wiil then 
make a payment to the master account based upon charge 
amounts from all sub-accounts in a cycle period after 

30 e 1 t i. erne r. r. a n ci p o s t S n q o t t h e p u r c ft « s e t x a n s a c t i o si s in r v t. h e 

Msfer account, There is a post- recoaci Liafcioo process 
where tbe sub-account charges are then spplied to downgrade 
the available earnings associated with each particular, 
s ■.£»•• account: and to reestablish a sub-account spending limit 



based upon, the remaining available earnings, Such a sysrem 
exhibits the obvious drawback that the card is us a hie at a 
limited number of retailers and/or service pr dv Lder <; , 
Furthermore, charges; are made to the Participant's 
5 sob- accounts and srs then credited at a later time by a 

payment fiora I: he incentive prog rain adnunis orator . Becauss; 
each or the sub~acceunS;s 5s underwritten by the sponsor's 
m a s t e x a c c o a n t , t h e s p onsot is expos e d e o c r e d i t 1 x c= V,- i I i 1 y 
for t:ne charges made to the sub-accosts until such time as 

*° those charges have been covered by the incentive program 
administrator, 

The unlimited use prior art debit cards have the 
disadvantage of requiring that a demand deposit account 
(DDA) be established for each Participant prior to card 

13 issuances. A credit card account must then be established 
for the Participant, wish the credit card account, number 
linked to the DDh account number. This system requires the 
Pragizm Administrator to distribute award earnings by jsakinu 
d e p o s 1 5: s into r n e D DA ■: o r e a c h P a r t i c i p a n t , either -.lire c 1 1 y 

20 at the bank or through the Federal Reserve Automated 
Clearinghouse (ACK) - 

There is therefore a need for a system and method for 
adfcdnistrat ion of art .incentive award program through the use 
of credit which does not require any up -front credit 

25 iiaoili;:y for either the Participant, the spots so ring 
company- or the incentive program administrator . 
Furthermore, there Is a need for an incentives award program 
that doe*; not require that the administrator t.tack paints 
earned through -:he incentive program and then convert those 

.50 points J.* dollars in o^er to rnakw payments to a card issuer 
as purchases are -susde by the program Participants. 
Furthermore.-, there is a need for an incentive award prog ran; 
that does not .require a demand deposit account { DDA ) to be 
linked to the credit card .account. The present invention is 

3§ directed toward meeting these needa . 



summary of rm xmEmion 

The present invention seriates to a system and process r.u 
administer an incentive aw^n! program through the usus of: a 
aero-lLasit credit instrument. The present invention allows 
5 Incentive program Participants to take advantage ot any 

.incentive program earnings as a pre-psymenr to the it card 
accounts. There is therefore no up-front credit liability 
for either the Participant:,, or the incentive program 
administrator. The Participants i.n the incentive program 

10 are issued a credit card account with a zero credit lifflit. 
Upon the rewarding of earn Sags in the incentive program, a 
monetary payment is issued to the Participant's credit card 
account. Wails the account's credit limit remains at ?eio, 
purchases may be made by authorising purchase trans; act ions 

15 against an outstanding positive balance on the account- 

Such author i z at 1 ors then temper <sx i ly lowers the outstanding 
balance until settlement and posting of the purchase 
transaction into the Participant's account, which then 
permanently downgrades the outstanding balance. This 

20 purchase transaction is effectively paid for by the pre-paid 
positive balance created in the Participant's account by the 
incentive program administrator. 

In one to tun of the invention, a method for 
administration of an incentive award program through the use 

25 of credit is disclosed, comprising the steps of a) providing 
electronic incentive award program enrollment forms to 
potential program participants via an Internet .link; b) 
receiving completed electronic enrollment forms from actual 
proaram participanfs via srdd internet link; c) causing a 

30 credit provider to issue a zero limit credi «: card account to 
each of said actual program participants, wherein said 
credit card account is not linked to a demand deposit 
account of said actual program participant; d) creating * 
first database containing participant credit card account 
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into vtiii-t ion v.az all of said actual program participants; 
creatine? a second database containing participant 
perforMMfi data for all o£ said acS:ua! program 
p a ■: t i c \ p a r; t s; ; £ } u s i n g computer data p r o c ess! ng rf.e a n s t: o 
5 calculate an incentive sward for saact) actual program 

participant based upon said participant per f c insane** data; 
and g) causing a credit balance of each oi: said credit ca 
accounts to be increased in proportion to said calculated 
incentive award for each actual program participant, x*her: 
W purchases raay be macs against said credit balance. 
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DETAILED DESCRIPTION OF THE PREFERRED EMBODIMENT 

For. the purposes of promoting an under si: adding of the 
principles of the invention, reference will now be ^.sde to 
the embodiment illustrated in the drawings and specific 
S l.-sTsgii'Sge will tee usees to describe t.ne sans. it will 

nevertheless-: bo under stood that no limitation of the scope 
or the invention is thereby Intended, such alterations and 
further mod if ications in the illustrated device, and such 
further applications of the principles of the invention as 
10 illustrated therein being contemplated as would normally 
occur to one skilled in the art to which the invention 
relates , 

The following specification details the system And 
processes used to administer -sr. incentive awarrl preqiani 

13 according to the present invention. The following logics! 
processes comprise a preferred embodiment of: the present 
Invention and will be discussed in detail hereinbelow: 
Enrollment Piocbss - the process of populating the 
computer database with the partiei nation universe, the 

20 production of enrollment forms and the subsequent processin 
of the completed forms £ rom t:hs Participant to facilitate 
the issuance of the credit card, 

gar Rings Issuance Process - the system flow ,;;?> 
Participant per for en a nee information is applied to the 

25 program database, award earnings are calculated for. tire 

P a r t: x c :. p -a n t b a s o d u pen t h is infer m a tson, 1 rs v o 1 o i n g d a t a is 
prepared and delivered to the sponsoring Client and card 
payment information is produced to prepare for remittance i: = 
the Bank. 

30 Account: Issuance Process - the process associated with 

establishing an account, issuing a credit card, and she 
activation at the account for Participants < This occurs at 
the point when the Participant is awarded earnings in the 
incentive program for the first time. 



Account Payment Process - the process ot" applying 
peyrmant to c a rd ho ider accounts >snd the remittance of payme 
ho the issuing Bank. 

Account EeconeiXiaticn Process - the post payment 
5 reeonci I i .lit; ion and maintenance of accounts between those o 
the Bank Processor flies and those on the incentive card 
» 3: o g ram database. 

Account Cancellation Process - the process involved in 
the cancel 1st.; on of. the Participant's card account: and the 
10 subsequent crediting back to the Program Administrator 
Client for any unredeemed program earnings. 

In the flowcharts of FIG. I-X3, each bos contains a 
head 3 00 d era") ting the I: unction si group responsible for that 
sub-process. The functional group pertains to both the 
1$ systems and resources responsible for carrying out that 
activity in the process boss. The following is a brier 
description of. the functions that are referenced throughou 
the remainder of this document: 

Accounting - the incentive agency accounting 
20 department and their aniens red systems. 

Acimirii strati en - the incentive agency automated 
systems and resources responsible for incentive program 
enrollment, performance tracking and feedback reporting. 

Bank - the Bank responsible tor the traditional Bank 
25 operations involved with credit instruments (i,e,: 
issuance, customer service, etc,}. 

Client - the sponsoring company who has acquired the 
services of the inoexitive agency to administer their 
incentive program, 
30 Incentive Card Admin.. - the systems and resources 

responsible for the activity associated with driving the 
unique interfaces between the functional areas. 

Participant - the individual that participated in tee 
incentive program by enrolling, receiving awards earnings 
35 and utilizing the credit card for redemption of these 
earnings 



Enrollment Process 

A flowchart of the nn ro 1 1 -norst process is 1 1 lust i iited In 
FIG. L This process begins at 10 by populating the 
incentive program database with Participant inf ormati on by 
5 ttto Administration group. This Participant i nil o r mat: i on is 
provides:! by the Client vis magnetic media, hard copy data or 
in sny other conversant format. It hard copy data a s; 
provided, this data is key entered via sn on-line compute r 
application. If the source is magnetic media (or other 

i0 machine readable media}., it is applied to the file via a 

batch computer program, The Participant information may be 
names, addresses and/or socisi security nus-bers oi: 
prospective Pax 1 1 c i pants , or it may be some other criteria 
identifying eligibility to participate in the program <i.o, 

IS employer name, address and the unique identifying number), 
A prepared mailing list may also be used as the input reed 
to populate the database. Such « mailing list Is used to 
send enrollment forms to a target audience when the Client 
dees not have specific list of desired Participants for 

20 the incentive award program. 

Once the database has been populated (assuming 
Participant information is; provided by the Client), tb>. : 
Administration group will prepare enrollment forms at 12 and 
forward them at 14 to the participant universe as defined by 

25 the information that is on the program database. The 

enrollment forms may be hard copy paper forms or electronic 
forms that may be accessed through Internet connectivity, 
in the latter case., the Participant universe will be 
A nfcrmed of tbe Internet address; <:■.:■ access this form through 

30 either traditional mail or electronic mail. As an 

alternative, both hard copy and electronic forms may he made 
a v a liable t o t he Parti c i p a n t u n i v s r s e . 

Upon receipt of the enrollment iorm, the Participant 
wiu complete and forward th« lorn* at step 16 to the 
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Incentive Card Admin strat i on group, With the bard copy 
?:■•-<*■?-,, (has; is done via mail or facsimile transmission. Wl»-h 
the e ler.v. roni c form, the information is transmitted via the 
internet to a queuing file, for application to the i ncen ■: i vc 
;> card database. The Tsicent ive Card Aiiinti nist r a r.i or; group win 
then process the coraples.ed enrol hiseTSt form at IS in order to 
apply the information to add or update the Participant 
information on the incentive card dstaoase. "if the 
completed form was received via a-a \ I cu £ aestird ie, J hi A 
l$ editing and updating of information is performed via an 
on-line computer application, 1*1 ;.he internal ion was 
received through electronic transmission, a batch computer 
prograffi application is uti. 1 Lssed to accomplish this fc«ak. 
In certain situations, it may be possible to skip the 
35 enro 1 iment process by using ao auto-enrol Uf-er.t plan. This 
is possible when the Client already has a highly accurate 
database of Participant data (e.g. the Participants aie 
employees? of: the Client, the Participants are all members or 
a £re q uent flyer program, etc.). I n s u c h s i t u a t i o n s , n o 
20 enrollment forms are necessary to gather Participant data, 
and a card is automatically issued fco each Pa r t ici pan ■: when 
he or she first earns an incentive award. 

^ext , the Incentive Card Administ ration group will 
create welcomes Letters at 20 for the newly enrolled 
25 Participants, notifying them that receipt and processing of 
their enrollment is complete. This letter is personalised 
using a computer application program. The letter is then 
forwarded to the Participant at ; : 2, 

The syscers; dataflow diagrams for the enrol h;:ent process 
3Q of FTC . 1. arc? i 1 ius s: rated in PIGS , 2 and 3. >\ Pa r 1 1 c i pant 
database file 24 is received from the Client: and is applied 
at 2 6 to the incentive card database files 28. The 
incentive card database files 2B are used to produce 
physical enrollment forms at 30-32 which are then rorwardod 
35 to each Participant at 34 along with appropriate program 



literature. For potential Participants which ws ] 1 bo 
contacted through the Internet, Participant: information is 
loaded to an internet access file at: 36 fro;r- the incentive 
card database tiles 28, This 3 n£ orraat ion is than 
5 tfo n s f e r r o d to f h e T n t e r si e fc a c a ess; da t: a b is s e 3 8 . 

FIG, 3 illustrates the systems dataflows o«ce mfcrrAatio 
has beers returned by the Participants. For completed 
enrollment certificates received frof?? the Participants via 
snail or facsimile transmission -st 40, the enrollment 

10 certificates are reviewed and assembled into batches; at ■* . 
The Pitched enrollraerst forms are queued at 44 for on- line 
entry/editing of tne enrollment forn:S at 46. The 
informati on entered and edited at 46 is applied to the 
incentive card database files 28, Batch control listings 

1$ and batch totals are also produced at 48 and are forwarded 
fox review, proof and cot reet ion of information at 50. 
Proofed and corrected information is transmitted fro;-:! SO to 
46 for entry into the incentive card database fries 38. 

7s para! -el to the processing or the physical enroiimen 

20 certificates. Participant enrollment information whicn is 
entered into the Tntcrnet at ^2 is retrieved from The 
internet access; database 38 and applied to the incentive 
csid database fires; 28 >:si 54, Control listings and totals 
for the enrollment certificates received ttom the internet 

25 are assembled at ?-6 and submitted for review, proof and 
correction of the into rnsat ion at bO . 

Once the Participant enrollment information has been 
assembled from hard copy and electronic enrollment 
c e r t i f i c a t e s a nd a p p 1 i e d t o t h e i nc e n u i v e c a r d d a t a b a ?; e 

30 n U:s i:H, fhe P,utu:Sp : Jr)t welcome letters are produced at 

5 fi --60 and forwarded to e~ieh Participant at <b2. Batch proof 
listings and control totals are produced at 64-66 from the 
incentive card database files 28 and forwarded for review,, 
proof and cor root ion of the information at 50, 
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the database for each Participant, It also calculates 
invoicing in£ creation based upon current period awards 
ear a .sags issued less any credits as a xesult of cancelled 
card adjustments (see Section F herelnhelow) - Add ! !: I ona I i y , 
5 the module calculates and updates payment amounts for each 
Participant's account based upon the new earnings amount 
(these earnings are disbursed as documented in Section D 
hereinbeiow} . The application module also produces control 
reporting at 74 tor verification and balancing for 
10 subsequent processes (i,e, the account issuance and account 
payment processes} . 

Af tar: the earnings; ax- axd s mount is calculated for each 
Participant, the process for crediting this smounb to the 
Participant's account is begun. A payment transaction is 
15 electronically passed into the accounting system database at 
76 in order to establish an accounts payable en ! :ry. 
Additionally, the module will forward a payment request and 
detailed report to the Accounting deparisrisnt at ?£ for 
do c u sxte a t a t ion p u t P c s e s , T h « r e p a it wx 1 1 d i s p !l a y t h e 
2u accounts payable transaction as well as the Participant 
details upon which the transaction is baaed. 

The awaxd earnings credited to each Participant are 
payable by the Client- Therefore, an issuance invoicing 
data transaction is electronically passed into the 
25 Accounting system database at 80 in order to establish an 

accounts receivable transaction in the system, A report ot 
all issuance invoicing is forwarded to the Accounting 
depai tff=ent at 5?. tor documentation purposes- The xepoxt 
displays the accounts receivable transaction as v,<~ll as the 
3$ individual Participant details upon wnncft "he *■ r sns art :s on is 
based. In addition, a eorapyfcex" gems rated invoice is 
produced at S2 and this document is forwarded to the 
Accounting depa r traeat - Upon xeview of the invoice and 
supporting documentation, the Accounting department forv?axns 
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card issuance control reporr. 114. Finally, the invoicing 
?; -;bf module 102 produces the incentive ciid payment pxooi 
listing cjiitl coptEC-i totals IIS which axe fo^war^cd so tfte 
Accounting group at 118. 

S c Account issuance Process 

Tha Account Issuance process flow chart is i i ius; t rated 
in Fid. i> , This process; flow 'is ento.'.ed ■Iron') the control 
reporting production step ?4 of FIG< 4, Upon completion of 

10 A '^i^tic n> *^o*p *. x.o ato^ < conp^or +p$lic^i o. « * 1 "> 
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v e r i £ y i no it against information on the cardholder account: 
database record and update the record to activate the 
account . 

The system dataflow for the Account issuance process of 
S FIG, 6 }.s illustrated in iTIG, 7. The incentive card 

database files 28 are accessed at 130 in oxder to identify 
neM Participants. An account number is assigned at 130, and 
an application transaction xiie is also cn-ated. This 
information is .applied to the application transaction file 

10 I and is also use to generate a pxooJ listing, control 
totals and control panels at 134. The application 
transaction infor-r.at ion 134 is reviewed, verified snd 
bai, a need at 136 with the incentive card card issuance 
control report 114 troro F l G „ The control totals and 

lb centre i pane) are Soxwaitied to the Bank at 138, The 

information from the application transaction nils 13„> is 
r. ransnsit ted to the Bank processor at 140 arid txansmission 
control totals are generated at 142. These control totals 
arc reviewed at. 144 in order to assure successful 

20 transmission to the Bank ny comparing thsrc to the control 
total;? 138 at 146, 

Account Parent Process 

rhe Account Payment process is illustrated in FiO. <> , 
Upon receipt of the payrrsent request from the Incentive Card 

25 Administration Group f?3 in FIG, <1 ) , the Account i nq 

d-;;p.sr truent legits payment to the Bank via electronic wire 
ts softer of funds at: 14 3, The Bank receives these funds at 
.1^0 and confirms receipt of payment. Concurrently, t hv» 
Incentive Card Administration group pxoeossos a computer 

30 application to access the database a* 152. create mo n etas y 
transaetion records, and update the Participant's database 
records with the current cycle payment amounts. The 
monetary Transaction f i 1*? is then electronically transferred 
to tht. Baxsk proeossox 154. Up -mi receipt of this file. 
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succfessful transmission of the data, The account balance 
and status file 208 is compared with i n £ orrsat :l on fr««- the 
incentive card database files 28 at 210 in order to perform 
account reco«cs lisfcioa and balancing. Any necssssry 
5 monetary adjustment transactions are generated at 2X6 and 
transmitted to the Bank processor at 2 18. Transmission 
control totals for this transmission are create;:; at 220 and 
reviewed at 222 in order to assure successful transms ss ion 
of the information. A proof listing, control totals and 
10 srcot report is generated at 223 and reviewed at 224, where 
the- Incentive Card Administration group coordinates with the 
Bank on any identified errors. The correction letters are 
produced at 22S <-nd forwarded to Participants at 228. 

F. Acornrnfc Cancel lation Process 

IS The Account Cancel 1 a b ion process is illustrated in FIG. 

12. Incentive card Participant cancellations are received 
as input via written requests from the Client or the 
Participant at 230. Upon recei.pt or j: he request, the 
Incentive Card Administration group updates the Participant 

20 record on the program database with a cancelled en to i Inian t 
status via an on-line eosriputer application sfc 222, Tne 
Incentive Card Adnd ni st r at ion group then processes a 
computer application that will process ail new cancelled 
Participant records. This application will adjust available 

25 earnings to sore and move this negative adjustment to a 

current period and program date on the Pa r. 1 1 c i pan s. database 
record ar. 234. This; Information is used as input to the 
Earnings Issuance process of FIG. 4 in order to credit the 
Client during preparation of the issuance invoicing , 

30 Additional Sy, the Incentive Card Admi n i :>t rat ion group 

processes a compute?: application to generate a cardholder 
account cancellation transaction record at 23S which is 
electronically transmitted to the Bank, processor. The Bank 
processor: applies such transactions via a batch computer 
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application. This application updates the cardholder 
account database record at: 238 with a cancelled status. The 
Incentive Card Administration group receives con ■*: 1 relation of 
the account cancellations during the ace our:?: r econcj 1 j at ion 
5 process o£ PIG . 10, 

The system dataflow diagram fox' the account cancellation 
process of FIG- 12 is Illustrated in FIG, 13. Requests for 
•account cancellations are received at 240 and reviewed at 
7.42. The Participant's status is updated on-line at 244 and 
the Participant's incentive cased points are transferred to 

The incentive card database files 2B are updated to 
reflect this inf orsnation. A transfer audit report 2--i8 is; 
printed at 250 and Si led at 2^2, a csrd cancellation 
transaction file 256 is created at 254- The cancellation 

IS transaction file .Is transmitted to the Bank processor at 

25 B. Transmission control totals are generated at 2<So and 
reviewed at 262 in order to assure successful transmission. 
A cancelled card audit listing :! s produced at 264 and the 
Incentive Card Administration group coordinates with the 

20 Bank in order to corsiaurticate cardholder cancellations at 266, 
Whiles the invention has been illustrated, and described 
in detail in the drawings and foregoing description, the 
siiiis .is to be considered as illustrative and not restrictive 
in character', it being understood that only the preferred 

25 ernbodiir,enr. has been shown and described and that all changes 
and modifications that come within the spirit of the 
invention are desired to he protected. 



W h at is c 1 a i me d is; 

i, A rr.er.hos3 for admin ist:r«t ion of an incentive award 
program through the use of credit, comprising the steps of: 

a) providing electronic incentive award program 

5 en.ro 3 1 wis i: forms to potential program participants via an 
internet link; 

b) feces. vine; completed electronic enrollment forms 
from actual program participants via said Internet link; 

c) causing a credit provider to issue a zero limit 
50 credit card account to each of said actual program 

participants, who res ;i said credit card account is: not linked 
to a demand deposit account of a a id actual program 
participant r 

d} creating a £i. xst d. at, a 0>ase containing participant 
IS credit card account information for all of said actual 
p r o g r a m p a .c t I c i p a n t s ; 

e) creating a second database eontai n:i ng participant 
pert ornisnce data for all of said actual program participants;: 
f> using computer data processing rtieans to ca!«lste 
20 incentive award for: each actual program pa r t i c i.p«nt based 

upon said participant performance data: and 

g) causing a credit balance of e-seh of. said credit 
card accounts to be increased in proportion to said 
calculated incentive award for each actual prog ran: 
25 participant., wherein purchases may be made against said 
credit balance , 
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